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etail Sales at Chicago May Top $1,600,000; 
$5,000,000 Dealer Orders Expected as Result 





— 


N. A. D. A. Headquarters 
To Be at St. Louis; Vesper 
To Take Managership _ 


Plan Calls for emaiiel from Chicago to St. soi SINS OF UPTURN 
Within Next Month or Six Weeks; Regular 


Meeting 


Monthly 


a# 


1,179 Sales Scored by Thursday 
Night, 2,000 Seen During Week 


| Factory Chiefs aud Trade Generally Are Encouraged 


SEEN BY McDARBY 


Feb. 3.—The excep- | 


Chicago, Ill. 


Chicago, Feb. 3.—As an aftermath of the National Auto- | tional interest Chicago is displaying 


mobile dealers Association, 


Thursday that F. W. A. Vesper, president-elect of the asso- 
‘ciation, has been named to serve also in the capacity of gen- 


eral manager, as successor to 


C. A. Vane. Mr. Vesper will | 


be assisted by a paid secretary to handle details. 


Removal 
Chicago to St. Louis within the next 
four to six weeks 
is also planned 
and the future 
program calls for 
regular 
meetings of 
newly appointed 
executive commit- 
tee in the Missouri 


metropolis. Al- 
though official an- 
nouncement on 





the foregoing 
F. W. A. Vesper points has not as 
yet been forthcoming, the decisions 
as stated, have been definitely made 
by the association directors, accord- 
ing to information secured by Au- 
tomotive Daily News from official 
sources. 


TIRE MAKERS MEET 
FIRESTONE PRICE CUTS) 


New York, Feb. 3.—Reverberations 
continue to be felt from the Fire- 
stene announcement of a cut in tire 
prices amounting to from 5 te 10 
per cent. Automotive Daily News 
yesterday announced that this com- 
pany would meet the cut, but pro- 
tested that there was no economic 
justification for the move. 

R. S. Wilson of Goodyear has also 


announced a revision of prices to|to show the encouraging upward trend for the month of January. 
reported the best January in four years. 


keep in line, stating that his com- 
pany could see no valid reason for 
the cut’s having been made. Mont- 
gomery, Ward Company states that 
it will maintain its traditional pol- 
icy of cutting to maintain price dif- 
ferentials, The Dayton Rubber Com- 
Pany will meet the reduction, ac- 
cording to its president, John A. 
MacMillan. Other companies are 
eaeewe to follow suit. 


ILLINOIS TRUCKERS 
FAVOR REGULATION 


Chicago, Feb. 3.—The Illinois 
Meter Truck Operators Association 
went on record this week as fayor- 
ing control of their industry by both 
the Illinois and Interstate Com- 
merce Commissions. 

Recognition of the trucking opera- 
tors as common carriers by the 
a#tate and Federal commissions is 
Seoked upon by the operators as the 
@nly means by which the trucking 
iadusiry can be purged of its pres- 


(Contnued om Page 4) 


of headquarters from ®©—- 





ILLINOIS DENIES USE 


OF ROAD TO TRUCKER: 


monthly | 
the | 


Springfield, Hil. 


mon carrier freight service in north- 
ern Illinois have been ordered by 
the Illinois Commerce Commission 
to cease such operations, their re- 
spective applications for certificates 
of convenience and necessity Lav- 
ing been denied on the ground that 
the services of the railroads and 
the Railroad Express Agency are 
adequate. 

The Keeshin Motor Express Com- 
| pany, Inc., applied on October 1, 
| twee for a certificate to operate be- 
tween Chicago and thirty-eight 


(Contaned on Page 4 





Feb. 3.—Two -arge | 
fleets of trucks operated for com- | 


it was reliably learned’ here | in the 1933 Automobile Show is one 


Ee ficant signs the 
motor car industry 
has seen in more 
than a year, N. E. 
McDarby, vice- 
president in 
charge of sales of 
the Auburn Auto- 
mobile Company, 





said today. 
Particular im- 

portance is at- 

tached to the} 


N. E. MeDarby Chicago show, he 
said, because a great many leaders 


of the industry have come to regard 
it as the most accurate barometer 
of the year. This was particularly 
true in 1932 when a decrease in at- 
tendance and general interest at the 
Coliseum was reflected in sales for 
the remainder of the year. 

For this reason the increased in- 
terest in the Chicago show this year 


is sounding a definitely encouraging 
note throughout the automobile in- 
dustr yb he said. 


| By Unexpected Support of Public in 
Buying Mood 


By WALTER BERMINGHAM 


| Chicago, Feb. 3.—Factory executives and visiting deal- 
ers virtually deserted the city today to return to their own 
of the most signi-| baliwicks and leave the National Automobile Show to the 
local trade and the Chicago public for the final two days of 


its run. 


The departing forces left well satisfied with the 


success of the show, the crowds, the sales it produced and the 


CADILLAC IN CHICAGO 


TAKES OLDSMOBILE LINE’ 


Chicago, Feb. 3.—It was announced | taken at retail. 


here today that Oldsmobile for this 
district will hereafter be handled by 


the Cadillac branch in addition to | 
the Cadillac and La Salle lines. 
This is the newest move in the local 
General Motors merchandising pro- 
gram. The new arrangement places 
a larger assortment of chassis and 
body styles under one sales and 
service roof, enabling the Cadillac 
branch to cover a greatly increased 
| market in its retail activities. 
“The scope of our market 


ja fields, because by reason of add- 





(Continued a on Page 2) 


January Sales at Key Points 


Show Gain Over January, 1932 


DODGE CHIEF STUDIES 


New York, Feb. 3.—Further reports from key points throughout the country continue 


York, which includes the greater city, shows an increase for the first two weeks of Janu- 
ary, with the show week sales still to be tabulated. 


LOUISVILLE HAD BEST | CLEVELAND SALES 
JANUARY IN 4 YEARS 


Louisville, Ky., Feb. Senteataneiel 


proved a gloom chaser in automo- 
tive circles in Louisville and has the 
trade feeling far more optimistic 
than for some time. Im fact, it was 
the best January in four years. A 
total of 401 new units were delivered 
in January, of which 101 were in 
the upper bracket and 300 in the 
light car class. This compares with 
294 in December, 1932; 313 im Janu- 
ary, 1932; 292 im 1931, and 373 in 
1930. 

Local dealers sais have visited the 
Chicago show during the past week 
are greatly encouraged with the at- 
tendance and sales there. 


BEST IN 38 MONTHS 


Cleveland, *‘eb. 3.—Sales of new 
passenger cars in the month just 
closed set a new record for the past 
thirty-eight months, according to 


(Contnued on Page 2) 


COOK COUNTY AHEAD OF 
JAN. ’32 BY 587 UNITS' 


Chicage, Feb. 3.—As was indicated 
by previous reports published in 
Automotive Daily News and by the 
returns for the entire state of 
Illinois, Cook county motor vehicle 
sales ium January ran far ahead of 


(Contnued on Page 2) 


‘NEW YORK CITY AHEAD 
OF ’32 AT MID-JANUARY 


New York, Feb. 3.—Following re- 
ports on sales activities in the 
metropolitan district, including New 
York city and surrounding territory, 
during the first week of January 
Automotive Daily News, through the 
courtesy of Sherlock & Arnold, is 
— to report a gain for the first 

we weeks. This first half of Janu- 
\ary, 1933, showed total sales of pas- 
senger cars of 3,873 in the metro- 
politan district, comparing with 
3,843 during the same period in 
January, 1932. 

It is te be noted that these figures 
de not include the bulk of the cars 
sold during show week at the Pal- 
ace and in showreoms, as most of 
these latter vehicles will appear in 
the registration Hsts of later weeks. 


|distributors and relayed 





has | 
been widened in both new and used le 


Louisville, Ky., today | 
Cook county, in which Chicago is situated, reports 
an increase of nearly 600 units sold in the first month. The metropolitan district of New | 





* general interest stirred up. 
Daily sales reports turned in by 
through 
| Lafayette Markle, presdient of the 
Chicago Automobile Trade Associa- 
tion, revealed that up to Thursday 


| night a total of 1,179 orders had been 


The showing for 
Thursday was by far the best of any 
day, with the signing of 427 names 
on the dotted line. 

At the rate sales are being closed 
it is predicted that show week will 
produce more than 2,000 orders, 
which, translated into dollars at an 
average of $800 per unit, means a 
business of $1,600,000. Some of the 
stimulus has been supplied by sales 
contests conducted by distributors 
and dealers at the suggestion of the 
trade association in advance. 

The exposition is being referred to 
ow as a $5,000,000 show, it is fig- 


|ured that the brisk sales at retail 
| had an effect on the placement of 
|orders by dealers from other sec- 


tions. Many had held off to see how 
the Chicago show would go from the 
sales standpoint. When it gave evi- 
dence of drawing local buyers back 
into the market the visiting dealers 





(Continued on Page 5) 


MARKET VALUES OF 
SHOW ATTENDANCE 


Chicago, Feb. 3——Who are the 
people that visit automobile shows? 
Why do they go 
there? How many 
; of them are car 
owners? How 
many are, in re- 
ality, prospective 
_ buyers of new 
y cars? These ques- 
tions, and a few 
others, find defi- 
nite answer in a 
survey conducted 

“ juring the Chicago 
A. vanDerZee Automobile show 
and sponsored by A. vanDerZee, 
general sales manager of Dodge 
Brothers Corporation. 

The survey was undertaken on 
two separate week days in order to 
include show visitors of average in- 
terest rather than persons making 
the show the object of a holiday 
excursion. One thousand persons 
were interviewed, care peing taken 
to approach them as s they were view- 


(Continued on Page 4) 





ail. 
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New Commercial Car Registrations + Produetion Grapb 


Thousands * Trucks 
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MONTREAL SHOW 
OUTLOOK BRIGHT, 


Montreal, Feb. 3.—The 1933 Na- 


SALES TOPPED 300. | FINANCIAL NEWS | 





— KEY TO CHART— 


Regist rat sone 0 +ee@eorrs Boo 


Production ———)aae 














AMERICAN STEEL FOUNDRIES 
New York, Feb. 3.—American Steel 
eee deciared a dividend of 50, 


cents a share on the 7 per cent. | 


tional Motor Show of Eastern Can- {preferred stock, payable March 31| 


ada, which closed here last Satur- | 
day night, has been shown ina final | 
checkup to have been one of the | 
most successful shows in the history 
of the Montreal Automobile pppoe 
Association, by which the show was 
sponsored. 

Attendance during the week in the 
final checkup revealed an increase 
of 34 per cent. over the show last 
year. In time which we laughingly | 
call depression, sales at the show | 
totaled well over 300 units. “fhe as- 
sociation reports that at least 
sales can be directly attributed to 
the show. 

The dealers’ reports a!so show 
that bona fide prospects for sales 
number in the thousands, each deal- 
er having from scores to hundreds. 
The veteran automobile men usually 


do not expect sensational results 
on the show floor. They merely 
hope, as a rule, to make contacis 


that can be nursed along and ce- 
veloped into actual business weeks | 
and months later. Many salesmen 
however, at the exposition that was 
held last week, exvressed the belief 


that from the willingness on ihe 
part of many hundreds of visitors 
to agree to actual demonstrations | 
right now, that many real buyers ' 
are abroad in the land and the 
growing necd for immediate re- 


placement certainly indicates a gen- 
uine interest. 


NO ELECTRIC ENERGY 
TAX ON SOME PLANTS 


New York, Feb. 3.—Where the in- 
dustrial activities ef a plant have 
temporarily ceased, with no effort 
made to change the nature of the 
business, the Internal Revenue 
Bureau has ruled that the plant is 
not subject te the electrical energy 
tax. 

However, where such energy is 
furnished to a plant during a period 
when all of its industrial activities 
have been permanently  discon- 
tinued and the property is used for 
commercial purposes for future 
Sale, it is subject to the tax. 


SUN ADVERTISING GETS 
RAY DAY ACCOUNT 
Teledeo, Feb. 3.—Ray Day Piston 
Corporation, Detroit, Mich., manu- 
facturers of aluminum pistens for 
eriginal cquipment and for the re- 
placement trade, have appointed 
Sun Advertising Company, Toledo, 
to handie their advertising aecount. 
This appointment is effective Febru- 
ary 1. 


SEEK NEW SCHOOL BUS 
LEGISLATION IN JERSEY 
Trenton, N. J., Feb. 3.—Assem- 
blyman Lloyd L. Schroeder of Ber- 
gen has put in a bill to require loca! 
beards of education to award the 
task of transporting children to dis- 
tant school houses in the rural 


sections to the lowest bidder. \ 


325 | 


to stock of record March 15. This | 
is a reduction from $1.75 a share 
paid formerly. 


WHOLESALE PRICE INDEX 
New York, Feb. 3. — Bradstreet's | 


wholesale commodity price index in| ness dome in connection with the | Some 


January showed its fourth consecu- 
tive decline, the drop during the | 


month being the most severe except | 
|for the first. The figure stood at | 
| $6.5324 on February 1, or 3.8 per 
cent. lower than a month before. 


GASOLINE PRICES 
New York, Feb. 3.—The weighted 
javerage f. 0. b. xefimery price ot | 
| United States motor gasoline for | 
| thirteen refinery districts of the! 
country on January 28 was 4.751 | 
j|eents a gallon, against 4.866 wie! 
ithe week before and 5.390 cents a 
| vear ago, according to the J. Edware | 
Jones research department. The | 
average service station prices. ¢x- 
clusive of state tax, in 162 cities 
was 11.320 cents for the week 
avainst 11.392 cents the week beiovre 


/and 12.867 cents a year ago. 


CLEVELAND SALES 
BEST IN 38 MONTHS 


(Continued from Page 1) | 


official registration § statisties just | 
issued for Cuyahoga county, in | 
which Greater Cleveland is located. | 

Since October, 1929, sales for each 
sueceeding month have dropped 
lower and lower—up to January, 
1933. At last registrations rebound, 
| providing some evidence that the | 
long slump in the automobile busi- 
ness is coming to an end. 

Bills of sate filed in the county 
recorder's office show new car 
transactions for the month of Jan- 
| uary totaled 1,023. This compares 
|} with 928 for January one year ago 
‘and represents a gain of a little 
more than 10 per cent. 

January sales here would have | 
been greater, dealers believe, if de- | 
liveries could have ben obtained on 
& number of popular models. 

Two taciors are belie to have | 
contributed to the improvement | 
{shown in January. First and mont 
important, dealers declare, 
growing return of ete ane 
| companied by a willingness to part 
'with money, and second the hold- 
‘ing of the annual Cleveland auto- | 
mobile show two weeks earlier than | 
‘usual. The Cleveland show brought | 
| out crowds averaging 15 to 20 per | 
j;cent. larger than one year ago and 
| the unusual values offered stimu- 
|lated early buying. | 

It now ts expected that February | 
registrations will make an unusually 
fine showing because of delayed 
shipments of new cars in January | 
and further steady progress toward | 
financial readjustments. | 


'elected president, 


| consisted of: 


Nt 


Drewing te eon Baily AGws 





COOK COUNTY AHEAD OF 
JAN. ’32 BY 587 UNITS 


(Continued from Page 1) 


last year, Passenger car sales in 
January, 1933, totaled 3,216 as com- 
pared with 2,629 for the same month 
in 1932 and with 804 in December 
of last year. 

The gain for this January over last 
is about 22 per cent. and 300 per 
cent, above December. It is to be 
noted that these figures include only 
a very small proportion of the busi- 


national automobile show. 


‘CADILLAC IN CHICAGO 


‘TAKES OLDSMOBILE LINE 


(Continded from Page 1) 


ing Oldsmobile we shall be in a. 


position to satisfy the needs of more 
| motorists, starting from the lowest 
price reconditioned used car to the 
height of the new personalized V-16 
Cadillac,” stated R. G. Tiffany. 


| Company. 


ALABAMA A. T. A. PLANS 
TO EXTEND MEMBERSHIP 
TO ALL ALLIED LINES 


Birmingham, 
—At the annual 
Alabama Automotive Trades Associ- 
ation held here members decided to 


continue expansion of the associa- 
| tion to tuke in truck operators, tire | 


| companies, gasoline distributors and | 
;other such companies interested in 


the automotive industry. 

With the special 
Legislature in session a campaign to 
obtain a ten-dollar license tag for 


,all types of cars was endorsed by 


the association. This would also in- 
clude trucks. 

I. B. Feagin, district manager of 
the White Truck Company, was 
with Charles E. 
Ingalls, Dedge and Plymouth dealer 
of Montgomery, as vice-president. | 


L. D. Stephens of General Tires, of , 


Montgomery, was elected secretary. 
Members of the board of directors | 
S. E. Mary of Troy, 
| "epresenting Chevrolet class: Hayse 
| Tucker, Tuscaloosa, representing 
| Ford class; J. F. Oates, Birmingham, 
| Nepresenting $2,000 car class; James 
|C. Lee, Birmingham, truck opera- 
tors and Isham J. Dorsey of 
Opolika, oil dealers. 


“AUTOMOTIVE INTERESTS 


BUYING BAR STEEL 


Chicago, Feb. 3—The bar tonnage | 


is leading in the finished steel group 
im the Chicago territory. Automo- 


bile manufacturing continues to 
provide the principal outlet, al- 
though general manufacturing lines 
are a little more active. 

Low-priced automobile manufac- 
turers are taking a fairly steady ton- 
nage of steel from Chieago mills. In 
addition to Ford, Chevrolet is speci- 
fying a steady tonnage. 














SPARKS from ‘THE SHOW 





Ceunter Attack Now 
Sales Are Better. 
A New De Soto ; 
Tom Hay’s Ven 
Helpful ee ; 
Rockne Keyed Up 





Chris Sinsabaugh—Detroit Editor 








HE returns are not in for the Chicago show week but 
as this is written there seems to be no reason for me 
changing my mind as to the success of this national exhibi- 
tion. Favored by wonderful weather from the opening day, 


‘crowds have filled the Coliseum and the hotel exhibits and 


I'd venture to predict that the 1933 show will stack up in 
the matter of sales and attendance with any of its predeces- 
sors for the past three or four years. 

We of the industry came to Chicago in a defensive mood. 
Disappointed with New York, we were anticipating the worst 
—another kick in the tail. But it hasn’t been that. The cash 
customers have turned out and as it looks now, with the end 
of the show in sight, we are going back home with well filled 
order books and a morale that has been greatly strengthened 
by the week’s activities. The show has been like that famous 
shot that re-echoed around the world and the reaction will 
be reflected in factory activities for several months to come. 

- 





Ala., Feb 3 (UTPS). | 
meeting of the | 


session of the 


* * 

I GET IT unofficially from General Motors that its 
show in the Stevens has beaten last year so far as attendance 
and sales are concerned. Ben Koether is going to have to do 
figuring before we get the final answer, but at the 
| present writing I’d say General Motors has done right well 
|by itself. So has the Chrysler outfit, which also has con- 
‘ducted a hotel show that closely parallels General Motors’. 
‘The Congress has been playing to full houses so far as 
Chrysler is concerned, while at the Coliseum, the old cash 
|register has been clicking as retail sales have been check- 
ing in. 

* - * 

JUST CLEANING UP on what I may have overlooked 
earlier in the week, there is the De Soto foursome, which has 
been the talk of the show because of the criginality of con- 
ception. The foursome is a four-place sedan (four-plaee is 
new in the way of nomenclature and means a pillarless body, 


[president of the Cadillac Chicago | g jute in which the door pillars have been eliminated) Byron 


Foy, president of the company, picked up the idea at the 
Paris salon and it is said that this is the introduction of the 
‘idea in this country. 


* * ” 

AS I LAMPED in the job in the Coliseum and also at 
the Congress, it has doors unusually large, six inches wider 
than usual, thus providing an exceptional degree of unob- 
structed vision, with the doors locking both top and bottom. 
'The combination of lower overall height, long, unbroken lines 
and unique style treatment of the rear end gives the car a 
I low, fleet appearance not usually achieved in a car of con- 


ventional design, 


REMINISCENT of ihe resent thee dealer meeting, Tom 
Hay gave me a laugh when he explained how he lost his job 
as manager of the Ford Chicago branch, back some twenty- 
When I say Tom Hay, I mean the old man, for 
with the old 





| five years, 
'Thomas F. Hay is Reo distributor here now, 
man just treasurer of the company. 

Kidded about the Ford proposition, I hear eld Tom 
|declared the reason he lost his job as manager of the Ford 
| branch was that Uncle Henry wanted to run the branch while 
| Tom aspired to run the factory. So they couldn't agree and 
‘that brought about the separation. 


ANOTHER FORD nate ‘ heard had to do with a tele- 
gram received by the Chicago Tribune in connection with 
| the Orphan Annie comic strip. You'll possibly recall that 
| recently Sandy, the dog, was lost and we didn’t know if he 
would be found. While all this was going on the Tribune 
‘received a telegram: “‘Please do everything possible to help 
| Orphan Annie find Sandy” and it was signed “Henry Ford.” 

On the face of it, it looked us if some one was kidding 
| the Trib, but just to play safe, the Ford Company was asked 
|if the telegram was authentic. And the Trib was told that 
| Mr. Ford, his sympathies aroused, actually had sent the tele- 
| gram, being intensely interested in the apparent loss of 
' Sandy. * - * 
| AS AT NEW YORK, Rockne has stolen this show with 
its key contest. The latest returns I have are as of Thursday, 
at which time 35,700 had picked up keys at the Coliseum and 
12,400 had gene to the retail salesroom in the Congress to 
|see if the key would start the car. That.means that 40 per 
cent. of the Coliseum customers had become Rockne 
prospects. 

And it is interesting to know that one of those who went 
to the Congress to try the key was Ira Nelson Morris, former 
United States ambassador to Sweden. 


- 











sion of the industry, 


Send in your story in the form of 
let us get it ready for publication. 


may help another salesman to make sales or avoid errors that cost 


you commissions. 


Dealers read this page. Give 


these problems that affect the work of your salesmen, the men on the }! 
firing line, the men who bring home the bacon or don’t. 





SALESMEN, HOLD A CLINIC 
ON YOURSELVES = 


In the current issue of the Prest-O-Lite News Letter | wHERE—but not of you, unless you 
there is printed a list of twenty don’ts selected by master | exert yourself. He is going to buy 


salesmen all over this country 
their craft. 
this list and hold a clinic on 


their own methods and find out which of these don’ts are 
do’s with them. We ean think of no more constructive hour 


than a salesman can spend in 

Most businesses start the new year 
by taking an inventory of their as- 
sets and liabilities. You, Mr. Sales- 
man, are a business all your own. 
Your ability to serve your employer 
is your personal stock in trade. 
Your ability to make him appreciate 
that service is the salesmanship in- 
volved in selling that personal stock 
in trade at a profit. 

Why not do as other businesses 
do? Right now—at the start of the 


year—take an inventory of the as- | 


sets and liabilities of this personal 
business of yours. 

To help you do just that, we list 
the twenty most important ‘don’ts” 
for service station salesmen. By 
knowing how many of these “don'ts” 
are “do’s” with you, you will learn 
both your strength and you weak- 
ness. 

If you like games, here’s one you 
can play to advantage: 

Go over this list carefully. See 
how many of these faults in the 
technique of selling are committed 
by you in your handling of custom- 
ers. Place a clreck mark in the 
square adjacent to each statement 
of a selling habit which it would be 
to your advantage to break. Then 
charge yourself with five points for 
each unmarked square. If you can 
conscientiously leave all twenty 
squares unmarked, your score will 
be 100—and you will have branded 
yourself that wonder of wonders— 
a perfect salesman. More probably, 
if you are thoroughly honest with 
yourse?f, you will be able to give 
yourself a rating of between 60 per 
cent. and % per cent.—meaning 
that yon will have marked from five 
to eight “don'ts” which need to be 
oversome if you are to be of the ut- 
most benefit to your employer and 


to yourself when it comes to han- | 


dling prospects and customers. 

How did we get this list of 
“don'ts,” you ask? It is the result 
of analyzing the replies which sales- 
men made in a contest in which 
prizes were offered for letters con- 
cerning “The Don’t Which Is Most 
Important to Salesmen.” 

More than thirty thousand sales- 
men in all parts of the country were 


invited to participate in this con- | 


test. Their replies came from every 
state in the Union, from big insti- 
tutions and from little ones, from 
million-population metropolises and 
from tiny villages. So the sum total 
of their answers can truly be held 
to be a crosssection of the tactics 
which a good salesman should avoid 
—and, to point out the way toward 
better salesmanship. 

The “don'ts,” which are listed 
here, are selected from the ones 
which were mentioned most often, 
arranged in the order of the number 
of times each was mentioned. The 
comments published in connection 


with each point were selected from | 


letters written by the contestants. 

When you rate yourself according 
to this list you are judging yourself 
by standards which were set by your 
fellow salesmen 

If, during the year which has just 
begun, you succeed in overcoming 
any selling faults which may be 
called to your attention by a check- 
up of this list, you will have shaped 
your sales tactics to accord with the 
ideals of correct selling as outlined 
by other salesmen the country over. 


a 


Retail Salesmen 


This department is devoted te the interests of the retail sales divi- 
Salesmen, this is your department. 
Daily News wants you to get something from this department that will || 
help you in your work on the firing line. 
your own experiences, success, failures to help your brother salesmen. 
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»» 
le another. Some buy for PRIDE, | 
some for QUALITY, some for | 
PRICE. Find out what will appeal | 
to your customer before you start to | 
put on any selling pressure. | 
i] Don’t quote prices first. If 15 
the price alone would scll 
| the goods, your boss wouldn’t need | 
| YOU. Make people want your mer- | 


Automotive 


It wants you to pass on 





a letter, or even a postal card, and 
Your achievement or your mistake 


us the benefit of your reactions on 


} Don’t pump your customers 16) 
full of guarantees. The un- | 


home to roost. 
C] Don't forget faces and 17! 
| names, It makes a custom- | 
jer feel good to be called by name; | 

Don’t assume that the cus- 18 | 

tomer can not be sold. The 
customer is going to buy SOME- 





|something WORTH WHILE some 


as the predominant failures of time if not now—but not of you if, 


The house organ suggests that all salesmen take | you alight the present sale. 


themselves, trying to analyze Don’t let your mind wander 

while waiting on a customer. 
It’s poor, salesmanship to be think- 
ing of something other than your | 
| customer and the article shown. 
| Pay attention to the buyer. He 


| Salesmen from every part ef the | deserves it. 
| A good = 


19 





going over this list: 


country selected this list of twenty Don’t get angry. 
IMPORTANT DON’TS for retail salesman keeps nis head 

salesmen. According te your fellow | coo] and his feet on the ground 
salesmen, these represent the un-/ He is employed to make friends as 
pardonable sins of retail selling. | wel) as sales, and friends cannot 
Check yourself up.. How many of|be made if one’s attitude is un- 


— This Is Your Page 





CLARENCE E. FISHER 
NOW DISTRIBUTOR OF 
CADILLAC-LA SALLE 


Newark, N. J., Feb. 3.—The Fisher | 


president, takes over centrol of 


ration. | 


The Newark territory runs from | 
Toms River, through Sussex county | 
to the New York | 
state line. It in- 
cludes the counties 
of Essex, Union, 
| Middlesex, Mon- | 
mouth, Morris, 
' Sussex, Somerset | 
and portions of | 
Ocean, Hudson 
and Bergen. In- | 
F corporated in 
_ these — > 
; fourteen ealer- 
C. E. Fisher ships in Asbury 
Park, Bound Brook, Dover, Elizabeth, 
Morristown, New Brunswick, Plain- 
field, Rahway, Red Bank, Ruther- 
ford, South Orange, Summit, Kear- 
ney and Bernardsville. 

Mr. Fisher is one of the earliest 
pioneers of the automobile business 
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DEALER 
¢ DOINGS 





chandise—and the price will take | Cadillac Corporation of Newark, | 
| care of itself. | headed by Clarence E,. Fisher as | SANTA BARBARA, CAL. 
| Stubbs Motor Corporation has 


opened an automobile _ establish- 


warranted guarantce always comes|Cadillac Motor Car Company, for- |ment at India and B Streets, Santa 
|merly the Uppereu Cadillac Corpo- | Barbara, with Joe Stubbs, Jr.. as 


local manager. This is a branch of 
the concern in San Diego. 


S Me * 
SHREVEPORT, LA. 

J. N. Hughes, who has been con- 
nected with the automotive industry 
here for the past eight years, has 
joined the sales staff of the Red 
River Motor Company, local Chev- 
rolet dealershpi. 


* te 


MINNEAPOLIS, MINN 


The M. P. Lamoureaux Motor 
Company, which is headed by M. P. 
Lamoureaux, is the successor to 
Halverston Motors, Imc., which 
handles the Willys-Overland line of 
automobiles. The company occupies 
the entire building at 1629 Henne- 
pin Avenue and employs approxi- 
mately forty persons, the largest 
organization handling the Willys 
line in the Northwest. Associated 


these DON’TS are DO’S with you? 
C] Don’t take things for granted. 1 
Know every detail of your 
merchandise. Start out by acquaint- 
ing. yourself with how it is made. 
what it is made of, now it works, 
why it exeeis. Then hovy to get that 
information “across” to your pros- 
pect. Not to measure up to this 
standard is the biggest “don’t” in 
selling. 
1} Don't misrepresent. Your cus- 2 
| tomer will find out sooner or 
later, and you will never know how 





| many people you have sent out to 
| work against your employer. It is 
| the unknown kicker who does the 
most harm. 


C] Don’t slight a small sale. Be 3 | 


just as particular about a 
small sale as a big one. In a few 
months it may mean hundreds of 
dollars in. business, 

CT) Don’t argue. Meet objections 4 
by calling attention to the 
good qualities of your article, dem- 
onstrate it, bring out its value. An 
argument may mean a lost temper 
and a lost temper means a lost sale. 

Don’t contradict when they 5 

say they can buy it for less. 


That is an affront which few people | 


;ever forgive. 
(C] Don't knock a competitor. If 6 
you can't truthfully speak a 
| good word for your competitor—say 
| nothing at all, 
Don’t ask a question so as to 7 
make it easy for your custom- 
jer to give you the answer you do 
not want. Unless you want the cus- 
| tomer to say “No,” don’t ask “Noth- 
ing else today?” Unless you want 
him to say, “Yes,” don’t say, “Do 
| you thing this price is too high?” 
| Don't hurry. Take enough 
time to explain every detail 
| of construction and quality. 
| Don't talk too much, Next 
in importance to knowing ° 
| what to say is to know when you 
have said enough. 

[] Don’t act as though you 10 
hated your job. Smile. Look 
cheerful. The world hates a grouch 
It will not buy of the man who shows 

that he does not like his work. 

all at the first glance. The 
may have a big bank roll. The one 
who never kicks to you may knock 
you to his friends. 

Don’t act indifferently. Peo- 12 

ple like aggressiveness in a 
sales-person. Thousands of sales 
jare lost because the customer wanted 
to be flattered by receiving just a 
little more attention. 
ry Don’t promise too much. It 

is better to UNDERSTATE 
than to have a customer return 
later with blood in his eye because 
you sold him something which fell 
just a shade short of expectations. 
C7] Den’t attempt to sell every- 1 

one with the same sales 
talk. No two customers are alike. 
| What appeals to one is of no interest 


> i pot 
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friendly. 


CONTACTS CAR OWNERS 
WITH FOUR SPECIAL 
| __ SERVICE JOBS 


By GEORGE SMEDAL 

In order to keep their mechanics 
busy and alse to. contact the owners 
of the automobiles which they sell, 
A. T. Hansord Company, Minne- 
apolis, Minn., distributor of Dodge 
and Plymouth, advertised by ¢cirect 
mail four special service jobs. This 
service was made available for sixty 
days and meant a substantial saving 
to the car owners. 

The No. 1 special was the highest 
priced and most inclusive. Pur- 
chasers of this plan received this 
service: Remove cylinder head and 
oil pan; grind valves, clean carbon, 
reface valves; reseat block, clean 
valve guides, check valve springs 
| for proper tension, install and fit 
new piston rings, install and fit new 
pisten pins, align connecting rods, 
adjust connecting rod bearings, ad- 
just main bearings, blow out all oil 
lines and adjust carburetor and 
timing chain. The costs for this 
service included parts and labor, 
except where now connecting roads 
where necessary; $27.95 for the 
| Dodge four; $39.75 for the Dodge 
Six; $49.95 for the Dodge Fight, and 
| $27.95 for all Plymouths. 
| No. 2 spectal service includes re- 
lining of four-wheel brakes, includ- 
ing labor and lining, at $9.75 for all 
Plymouths and $11.45 for all Dedges. 





Any grease retainers or wheel cylin- | 
8 | der parts where necessary were ad- 


| ona’ under this service. 
| No. 3 specia] service included com- 
| plete adjustment of steering gear, 
; tightening of all spring shackles, 
jaligning of wheels and adjustment 
lof wheel bearings at $1.40 for all 
| Plymouths and $1.60 for all Dodges. 


The No. 4 special brought re- 
moval of cylinder head, cleaning 
carbon, grinding valves, refacing 


valves, reseating block, adjusting 


| distributor points and spark plugs 


| labor at $3.90 for the Dodge four; 

| $5.95 for the Dodge six; $9.95 for the 

| Dodge Eight; $3.95 for the Plym- 
outh except P-B, and P-B Plym- 
ouths, $4.95. 

| W. H. Queenan is service 


| ger of the Hansord company, 


FAVORS FEDERAL CONTROL 
| Raleigh, N. C., Feb. 3.—John L. 
| Wilkinson of Charlotte, president of 
the North Carolina Truck Owners 
Association, says that he is in favor 
of Federal regulation of trucks and 
vans engaged in interstate com- 
merce, in order to eliminate the 
present hodge-podge of laws and 
regulations set up by different 
states, 


mana- | 


in this country, being closely identi- 
fied with the industry since 1903. 
In those days only a few dared to 
look upon the motor car as the 
logical suceessor to the horse-drawn 
vehicle. In 1909 he became general 
manager of what was at that time 
a factory branch of the company, 
and held the same position with 
the Uppercu Corporation of which 
he was alSo vice-president. Mr. 
Fisher is most popularly and widely 
known in both civil and social en- 
terprises in Newark, where for years 
he has identified himself with, and 
has been very active in, many 
organizations, automotive and other- 
wise. 

A former director of the National 
Automobile Dealers Association, a 
past president of the Newark Auto- 
mobile Trade Association, vice-pres- 
ident of the New Jersey Automobile 
Exhibition Company and chairman 
of its shown committee, are but a 
few of the many posts held down 
by Mr. Fisher. 

As vice-president and secretary of 
the new Fisher Cadillac Corpora- 
tion, Clarence R. Schuyler began his 
| business career in a bank, entering 
the automobile business in 1907 
under H. J. Koehler, then metrc- 
politan distributor for Buick. In 
1909 he left Buick to become factory 
branch manager for Haynes cars in 
Newark, after which he was stan- 
dard 8 distributor in New York city. 
He became identified with the 
Cadillac organization in 1917, where 
| manager and assistant general 
manager. 

Charles E. Fisher. brother of Clar- 
|ence E. Fisher, has been connected 
with the Newark organization for 
| twenty-three years exclusively mer- 
|chandising Cadillac and La Salle 
|cars, during which time he has been 
ithe highest ranking salesman in the 
organization. Recently appointed 
;manager of the Montclair branch 
| of the Cadillac Motor Car Company, 
|he now becomes vice-president in 
charge of the Montclair branch of 
the Fisher Cadillac Corporation. 
| The headquarters of the Fisher 
| Cadillac Corporation is at 536 





C] Don't think you can judge 11 tappets, cleaning and spacing Of | Broad st. and the Montciair branch 


‘is at 7 North Willow St. 


| ies branch will remain intact. 


| 

| OWNER RESPONSIBILITY LAW 
PROPOSED IN PENNSYLVANIA 
Philadelphia, Feb. 3.—Senator 
| Clarence J. Buckman, Bucks county, 
‘has introduced in the Senate at 
Harrisburg the measure known as 
the Motor Vehicle Operators’ Re- 
sponsibility bill. This bill requires 
that on demand operators must 
show proof of financial responsi- 
bility, consisting either of a valid 
insurance policy, or ability to pay 
$5,000 for the death of one person; 
$10,006 for the death of two or more 
persons, and $1,060 for property 
damage in automobile accidents. 


|for years he has served as sales | 


|customer who looks Jike a pauper) and adjustment of carburetor with | sonnel im beth the home fe ad a 


with Mr. Lamowreaux are H. J. 
Kruse, vice-president and treasurer; 
L. K. Ritchie, service’ manager, and 
B. G. B. Reese, sales manager. 


* . 7. 

O. E. Pederson is manager of the 
Willys-Overland branch located at 
600 9th St. South. Associate dealers, 
which are now displaying the new 
Willys, are Pederson Motors, Inc., 
1418 East Lake St., and the Graham- 
Seaburg Motor Company, 3404 Easi 
15th St. 

* 


7. * 
| CAMDEN, N. J. 

After twenty-twe years at 5th and 
| Market Streets, MacFulton, Stude- 
| baker-Rockne dealer, has moved te 
1400 Haddon Ave. A modern. up- 
to-date service department is a fea- 
ture of the new shewroom. 


” * * 

H. R. Nicholson, Inc., has opened 
a new service station on the White 
Horse Pike at Stratford. The sta- 
tion adjoins the Nicholson automo- 
bile showroom. Everett W. Nichol- 
son, youngest son of H. R. Nicholson, 
one of the oldest Chevrolet dealers 
in South Jersey, will be manager of 
| the station, which will specialize in 
battery and electrical work, 


7 o * 
PARIS, TENN. 
A new Ford dealership opened for 
business February 1 in the building 
formerly occupied by the Buick 


dealership here. A. Nelm of White- 
ville is manager. 


NEW ORLEANS, LA. 


W. J. Willkomm has been named 
| Sales manager of Menefee Motor 
| Company, Chevrolet dealers. He 
| was formerly with General Mo- 
tors as sales manager of Community 
Motors, Ine., and has been in the 


automobile business for fifteen years. 
7 * Ae 


JAMESTOWN, N. Y. 


The L-S Aero Marine, Inc., which 
|for the past three years has eper- 
ated a Chrysler-Plymouth sales and 
service in connection with its marine 
| business in Fluvanna Avenue, has 
discontinued its automotive division 
and will hereafter confine its ac- 
| tivities to the marine industry. 

| ~ we - 


} 





The Bill and Pete Garage, 49 
Jones and Gifford Avenue, has es- 
|tablished an authorized Willys- 
| Knight service station, with a com- 
| plete line of parts and accessories. 


. * * 

CLEVELAND, OHIO 

| The S. F. Selby Sales and Service 
| Company, Auburr dealership, has 
removed its sales and service fa- 
cilities to larger and more com- 
modious quarters at 1376 West 
117th Street. For the past ten 
years the company has been le- 
eated at Madison Avenue and 
Bunts Road. S. F. Selby, president 
of the firm, has been in the retail 
automobile business here since 1910 
and has sold and serviced Auburn 
cass since 1918. 














4 


f 


% 


Automotive Baily News 


“Of, By and For the Entire Automotive Industry” 


"| Published Every Day Except Sunday, Monday and Holidays and Tuesday When & 
k Holiday Falls on Monday 


j AUTOMOTIVE DAILY NEWS PUBLISHING CORPORATION 
350 Hudson St., New York, N. Y. a : 
@. J. Elder, President. H. A. Tarantous, Vice-President. Alexander Johnston, Secretary. 
Entered as second-class ~—, ee ast a pos office at 
N . under the Act o arc e 
Y. = Telephone CA nai 6-1000 
MEMBER A. B. C. 
Mail subscriptions to CIRCULATION DEPARTMENT 
Telephone TR afaigar 7-4500, 
Subscription Rates: One year, $12.00; two years, $20.00 for United States and Canada, 
also Mexico, Cuba ano Panama. 
To Other Countries: One year, $15.00; two years, $26.00 Single copies 5 cents. 


SATURDAY, FEBRUARY 4, 1933 
ADVERTISING AND BUSINESS HEADQUARTERS 


. s, Business Manager 350 Hadsen St., New ~ork, N. ¥. 

ee ae B. Cri hton, Assistant to Business Manager. 
George M. Slocum, Manager, troit Bureau, 427 Fisher Building, Detroit, Mica.; phone 
Trinity 2-3500. Willard R. Cotton. Western manager, 333 North Michigan Ave., Chicago, 
1l.; phone ‘Andover 2400. Metz B. Hayes, New England Manager, Little Building, Boston, 
Mass. Blanchard, Nichols & Coleman, American National Bank Building, San Fran- 
cisco, Cal.; Lincoln Building, Los Angeles, Cal.; 1037 Henry Building, Seattle, — 
Address ALL Adveitising and business correspondence to 350 Hadson St., New York city. 

EDITORIAL DEPARTMENT 
Hudson St., New York. N. ¥. Telephone CA ual 6- 1000. 

A ceender Johnston, Editor. William C. Callahan, News Editor. 
Statistical Department (registration and specifications), P. J. Robas, statistician. 
Engineering Department, Herbert C. Chase. ongimeseins SS Depart- 
mea haries 8. Zack, editor. Art, Department, John Bauer le ° 
escort Bureau, Chris Sirsabau _ editor, 427-8 Fisher Building, Detroit, Mich. 


Telephone Trinity 2-8500. Contributing editor John C. Wetmore. 


‘ Good Omens 


ITH the Chicago Automobile Show a very definite suc- 

cess, both in the matter of sales that it has promoted 

and the number of visitors it has attracted, there are other 

confirmatory good omens which the automobile industry 
may well view with satisfaction. 

Some days ago Automotive Daily News published sales 
figures for Cook county, Illinois, for the first twenty-one 
days of Jaguary, showing a substantial gain over the same 
period of January, 1932. These figures are now confirmed 
by our publication of January sales figures for the entire 
state of Illinois, showing an increase of more than 14 per 
cent. over the total for the same month a year ago. 

Sales returns for January in most cities and states are 
always delayed because of the annual rush of new registra- 
tions that come at this season of the year. So far only a 
few reports from key cities have been received, but these are 


all favorable. 

The metropolitan district of New York, which embraces 
not only the city but a considerable area around it, has just 
reported on sales for the first week in January. They show 
an increase of 500 vehicles, amounting to about 13 per cent. 
over the same week in January, 1932. 

As these words are written, Automotive Daily News has 
received a telegram from its correspondent in San Antonio, 
Tex., stating that that city is back on a prosperity basis, with 
passenger car sales exceeding those of January, 1932, by a 
wide margin, and trucks also topping last year’s mark. 

In Los Angeles returns have been greatly delayed by the 
registration rush, but during the first thirteen days of Janu- 
ary sales of passenger cars and commercial vehicles exceeded 
the total registered in the same period of last year by some 
thirty-odd units. 

Obviously, no positive statement can be based on such 
widely scattered returns, but these figures certainly may be 
accepted as a ground for hope that January automotive sales 
are going to give us the encouragement we so badly need. 

We call our readers’ attention to the fact that these are 
actual reports of sales made to consumers, with vehicles 
actually placed in service. They constitute the one wholly 
trustworthy yardstick for measuring conditions and prog- 
ress, if any. 

If other cities and other states confirm the development 
indicated in these early returns, we shall have ground for 
believing that economic laws have at last begun to operate in 
the motor vehicle field. It would indicate that people who 
must have motor transportation to carry them upon their 
lawful occasions have finally, after putting off doing so to the 
last possible moment, come into the market for new cars. It 
would indicate that the factor in the automobile field, which 
we have so often pointed out, the abnormally long service of 
the average car in operation, had begun to take its toll, by 
torcing owners who had driven their vehicles far longer than 
they normally would to come into the market for new trans- 
portation units. 

There will be even greater than the usual interest during 
the coming months in the sales figures, as these are presented 
first in Automotive Daily News, 
manufacturers and dealers watch these with eager eyes, but 
business in general will scan them for the first real sign of 
revived buying. , 

If the 1933 sales figures continue to give us the same 
encouraging picture that these early reports indicate, all 
business will take heart. It would need only an increase in 
sale of 10 per cent. or a little more to give a definite impulse 
to revival. 

Automotive men of every degree, reading these early 
returns, may well lift their glasses of what have they and 
drink a hearty toast of: “Here’s hoping.” 


New York, 
860 Hudson &t., New York, N. 


1926 Broadway 














Not only will automobile | 





DODGE CHIEF STUDIES 
MARKET VALUES OF 
SHOW ATTENDANCE 





(Continued from Page 1) 


|ing high, medium and low-priced 
exhibits, Each person interviewed 
was given a quick explanation of 
the purpose of the questions, and 
the assurance that the questioner 
had nothing to sell and would not 
even ask the person’s name. 

The questions, three of them, were 
simple. The first was: “Do you own 
a car now?” Of the thousand per- 
sons interrogated 785 declared them- 
selves as present automobile owners; 
215 were still without motor trans- 
portation. In other words, 78 out of 
every 100 show visitors were car 
owners. 

Question No. 2 asked: “How long 
have you had your present car?” 
The answers make a very interesting 
study because they afford an insight 
into the conditions confronting the 
automobile dealer and salesmen to- 
day. Eighty-six of the 785 automo- 
bile owners had driven their cars 
less than a year—116 had driven 
their cars a year, 162 two years, 218 
three years, 112 four years, 40 five 
years, 19 six years, 17 seven years, 
11 eight years, and there were four 
owners whose cars had reached the 
venerable age of ten years. 

The third, last, and most import- 
ant question, asked alike of car 
owners and non-owners, was: “Have 
you in mind buying a new car, now 
or in the near future?” Of the 
persons interviewed, 375 answered 
“yes,” and 625 said “no.” 

Of the 375 admitting their state 
of being prospects, 20 figured that 
they would buy within two months, 
25 in three months, 40 in four 
months, 60 in five months, 50 in six 
months, 9 in nine months, 11 in ten 
months, 80 within the year. Five 
would like to buy, but had no money, 
15 were not sure of their intention, 
and 35 were of a mind to buy im- 
mediately on finding the car suiting 
their preference and pocketbook. 

“One need not be a very astute 
Salesman to sense the significance 
of these figures,’ comments Mr. 
vanDerZee. “Suppose we disregard 
all the interviewed persons whose 
buying intention is deferred for more 
than six months; in other words, let 
us consider only the potential pros- 
pects who stated they would be in 
the market within the ensuing six 
months. The total number of such 
persons in the random-picked crowd 
of 1,000 show visitors is 230, or 23 
per cent.—an encouraging percent- 
age, I should say. 

Now let us project our findings 
into terms applying to the multi- 
tudes visiting Chicago's Coliseum 
during show week, From the records 
at hand the total attendance may 
with reasonable accuracy be figured 
at 140,000. Assuming that this en- 
tire crowd of 140,000 show visitors 
is leavened with 23 per cent. of 
prospects .who make no secret of 
their buying inclination, we see at 
least the plausible outlook for the 
sale of 32,200 automobiles within the 
next half year, with still other 
prospects in the offing, to be culti- 
vated later. : 

“True, economic conditions and 
the vagaries of human affairs will 
do their share in trimming the 
actual sales yield. But there is no 
denying the fact that a sizeable 
potential car market is awaiting 
development. 

“The research on which these con- 
clusions are based incidentally bring 
to mind that automobile shows, 
though they have been going on 
now for thirty-three years, still con- 
tinue to prove the touchstone of 
public interest in all that pertains 
to the most modern mode of trans- 
portation.” 


ILLINOIS DENIES USE 
"OF ROAD TO TRUCKER 


(Continued from Page 1) 


other Illinois communities with a 
fleet of 156 pieces of motor equip- 
ment, including trucks, tractors and 
trailers. The service now in opera- 
tion also extends to Iowa, Indiana 
and Michigan, cccording to the 
record. 

The commission held that the ter- 
ritory involved is fully served by 
railroads «nd the express agency; 
that the applicant is-operating un- 
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‘Penna. Pamphlet Proves 


| Motor Veh 


| Philadelphia, Feb. 3.—In support 
| 


of its contention that highway users 
have far more than amply paid for 
their use of the state highways and 
in refutation of the railroads’ prop- 
aganda to the contrary, the High- 


way Users Conference of Pennsyl- 
vania has issued a most clarifying 
pamphlet which it is now distribut- 
ing among the members of the 
Pennsylvania General Assembly. 

The reaction of those who havg 
seen this pocket-size publication of 
only a dozen pages is reported to be 
fairly startling. As an analysis of 
the financial history of the state 
highway system of Pennsylvania—a 
colossal, self-liquidating, govern- 
mental project, and of some ques- 
tions now before the representa- 
tives of the people concerning its 
further development and futur 
usefulness—the booklet cuts right 
to the heart of its subject, irici- 
dentally exposing the f-llacies of 
the railroads’ attempts to discredit 
the truck. 

In brief, here are a few of the 
points made in the pamphlet: 

At a cost of $590,657,639, the state 
has, first, built the present state 
highway system; has, second, had 
the use of that system from its be- 
ginnings, and, third, still owns it, 
the state's present equity being 
$308,846,544. This system stands in 
good condition to be used by the 
motorists hereafter, with its 16,700 
miles of improved road. As a busi- 
ness proposition the system, begin- 
ning with nothing, has found its 
own capital, built its plant, paid as 
it went, and now stands a good go- 
ing concern in good condition, paid 
for except as to the balance out- 
Standing on bonds. Out of current 
revenue—in this case meaning gaso- 
line taxes and license fees from pas- 
senger cars and commercial vehicles 
—it paid capital costs, repairs, main- 
tenance and incidental expenses—an 
almost incomparable picture from 
the viewpoint of a major project. 

It is pointed out that-if the rail- 
roads, for example, had heen fi- 
nanced under # plan even remotely 
similar, they would long since have 
paid their bonds and been free of 
fixed charges. Instead of confront- 
ing financial disaster whenever a 
period of depression comes along, 
they would be among the bulwarks 
of the country’s economic establish- 
ment. “Instead of borrowing vast 
sums from the Reconstruction Fi- 
nance Corporation, a substantial 
part of which they are spending to 
finance a propaganda to restrict a 
more modern and elastic type of 
transportation, they would be real 
leaders in the way out of the de- 
pression.” 

The amount of cash required an- 
nually to keep the state highway 
system in running order is $29,900,- 
000; in 1931 the state collected in 
license fees and incidentals and 
in gasoline taxes a total of $63,858.- 
901. Deducting the $29,909.000 from 
this $63,858,901 of receipts and there 
is $33,958,901 per year which the 
state is receiving in motor vehicles 
in excess of the amount necessary 
to keep the highway system repaired, 
in operation, and to pay off the 
funded debt. Thus far the excess 
over going costs has beer invested 
in expanding the system, so the 
state has been adding more miles 
of road out of the highway system's | 
very considerable surplus earnings. | 

“In the face of the foregoing | 
figures,” reads the pamphlet, “all 
made up from official sources, it 
is persistently charged that motor 
vehicles do not pay enough for the | 
use of the highways.” The analy- 
sis then goes on to set up an operat- 
ing statement of the highways, 
showing all costs of repairs, upkeep, 
maintenance, administration, bond 
interest and depreciation, demon- 
Strating that on the basis of con- 
servative business accountancy the 
state highway system is earning an 
annual profit of $23,415,000. The 
sum of $465,000,000 is taken as the 
System’s cost, in business accoun- 
ancy, this item becoming the basis’ 
from which the balance sheet as of 
May 31, 1932, is set up. 

The “big, significant, 





smashing | 





lawfully, and that the matter should 
be referred to the attorney general 
for action to cause the company to | 
discontinue its intrastate service.’ - 
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icles Pay Way 


item” in the balance as shown, is, 
says the booklet, “surplus, $308,846,- 
544,” which is the present equity of 
the state in the highway system. 
Now the annual income of the high- 
ways as shown in the foregoing cal- 
culation, was based on a 3-cent 
gasoline tax; but if the tax were 
reduced to 2 cents, the total incomé 
would still be $53,040.18, which is 
$12,655,018 per year more than 
enough to pay all maintenance, ad- 
ministration, depreciation and bond 
interest. Thus it is apparent that 
the motorists, instead of “not pay- 
ing their way,” as charged by the 
railroads, are actually being greatly 
overcharged to use a highway sys- 
tem which has been built, main- 
tained and administered out of 
funds directly from the motorists’ 
pockets. 

Relative to commercial vehicles 
“not paying their full share,” the 
analysis further shows that a recent 
careful survey of road use of gaso- 
line consumption in Pennsylvanie 
demonstrates commercial vehicles 
consume fully 42 per cent. of all 
the gasoline, passenger cars and 
other users of motor fuel account- 
ing for 58 per cent. Of the total 
gasoline tax collected in 1931, it was 
found that commercial vehicles paid 
$13,610,931, . while passenger cars 
and all other motor fuel users paid 
$18,845,717. Taking license fees for 
that year, and gasoline taxes to- 
gether, it was found that commer- 
cial vehicles paid $23,110,930 and 
passenger vehicles $40,747,971; that 
is, the commercial vehicles paid 36.2 
per cent. of the total. 


ILLINOIS TRUCKERS 
FAVOR REGULATION 


(Continued from Page 1) 


ent chief drawbarc':, the “wild cat,” 
or “fly-by-night” operators. The 
“wild cat” operators are considered 
by the larger and responsible con- 
cerns as the principal causes for 
opposition to the trucking industry. 
by the railroads and others. . 

“We believe the differences be- 
tween the railroads and the re- 
sponsible trucking companies as 
represented by our association, can 
be quickly straightened out if the 
trucking industry is stabilized by 
proper regulation,” said Walter B. 
McCarron, head of the organization. 

The association members also 
went on record as favoring a legal 
fight by the association in the 
Keeshin Motor Express Company 
case. This company, an association 
member, was ordered barred from 
the highways by the Illinois Com- 
merce Commission. The association 
takes the position that the order was 
unwarranted. Its attorneys were 
instructed to appeal to the state 
Supreme Court. 


COMING EVENTS 


JANUARY 


1—Caire, Egypt. 

Saion 

28-Feb. 4.—Portiand, Me. Portland Auto~ 
mobile Dealers Association, show, 
Exposition Building. L. P. Bormen, 
manager, 

28-Feb. 4—Chicago. National Automobile 
Show. Coliseum. 

28-Feb. 56—Washington, D. C. Washington 


International 


Automotive Trades Association, show. 
30-Feb, 4—Springfield, Mass. Automobile 
show 
FEBRUARY 


i-i—Indiamapolis. Twenty~second annuel 
show, Indiana State Fair Grounds. 

4-11—St. Paul, Minn. St. Paul Aute 
Dealers Association Show. 

6-l11—Ottawa, Canada. Ottawa Automos 
tive Trade Association show, Col- 
iseum. L. M. McCoy, chairman ed- 
‘vertising committee. 

6-11—Denver, Col. Automobile show. 

7-11—Yerk, Pa York County Automobile 
Dealers Association, Inc., show, 
R. C. Keller, president. 

9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers Association, show. 

9-12—South Bend, Ind. Automobile Show. 

11-15—Trenton, N. J. Annual Automo- 
bile Show, Trenton Armory. John 
L. Brock. manager. 

11-17—Telede, 0. Toledo Automobile 
Dealers -Association Show. 

11-18—Kanpsas City, Me. Kansas City 
Motor Car’ Dealers Association 
Show. Geo. A. Bond, manager. 

18-23—Columbus,.0. Automobile Show 
Columbus Auditorium. 

22-25—Evansville, Ind. Evansville Autc- 
mobile Dealers Association Show, 
Otte Hartmetz, president. 

2h-Mar, 4—Seattle, Wash. 
motive Trades Association Show.’ 

MARCH 

5- 7—New Orleans. Autonfobile Show im 
Municipal Auditorium. Gordon Her- 
bert, manager. ‘ 3 

10-19-—Geneya, ae erent Internationa) 

Automobile Show, ; : 


in 


Seattle Aute- | 
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Seal Safeguards Top Oil 








Te 


prevent substitution and 
guarantee the purchaser against 
adulteration of their product, So- 
econy-Vacuum Specialities, Inc., has 
adopted for their “Upperiube” top 
ell a new seal. 

This seal is a new development 
and consists of a standard “Goldy” 
seal, tamper-proof and air-tight, 
made by Aluminum Seal Company, 


New Kensington, Pa., combined with 
a special nozzle made by Williams 
Sealing Corporation, Decatur, Ill. 

To facilitate removal of the seal, 
seals of the scored type are used, in 
which the band is partly cut through 
at the base of the tab, which con- 
sequently tears through with great 
ease. To reinforce this protection 
the can carries the legend “Do not 
accept if seal is broke is — _ - 


Chicago Show Sales 1,179; 
2,000 Expected for Week 


(Continued from Page 1) 


and distributors increased their re- 
quirements with factory representa- 
tives. 

L. K. Cooper, Chicago. regional 
manager of Chevrolet, announced re- 
tail sales of 412 units up to Wednes- 
day pight, an increase of 76 per cent. 
over last year. 

A Plymouth official stated that 76 
orders were garnered here at retail 
during the first three days, with the 
expectation of better than 350 for 
show week. The record is 400 per 
cent. ahead of the 1932 show week 
thus far. Demand from dealers 
throughout the country find the 
factory at present with 5,000 unfilled 
orders, 

Similar optimistic statements are 
emanating from other camps, both 
inthe matter of local and national 
sales. Those handling the medium 


and higher priced cars are sharing | 


increased business with the lower 
priced units. 

Henry R. Levy, president of the 
Studebaker Sales Company of Chi- 
cago, announced that show sales 
were running about 20 per cent. 
ahead of last year, while Roy H. 
Faulkner, president of Pierce-Ar- 
row Sales Corporation, declared that 
orders during the first five days 
were three units ahead of the entire 
1932 show week. 

N. E. McDarby, vice-president of 
Auburn in charge of sales, declared 
that in addition to the excellent 
sales record at the show, he was 
particularly impressed with the in- 
terest being taken by visitors, the 
number of good prospects and the 


improved outlook over any other 
time during the past twelve months. 

From George M. Graham, vice- 
president of Rockne, came the state- 


ment that “1933 seems to be the 
starting point for an upward swing 
in car sales. The fine volume of 
business we had in New York is 
being repeated here. We actually 
sold more Rocknes in the first three 
days of this show than in the en- 
tire week of the 1932 show.” 

Perry C. Gartley of Willys, Harry 
Hollingshead of Nash, M. J. Lana- 
han of Dodge, George H. Bird of 
Graham-Paige, Charlies E. Gambil!! 
of Hupmobile and Tom F. Hay of 
Reo were outspoken as distributors 
in their enthusiam over the turn in 
sales this week and the promise of 
its continuance. 

Favored by the best weather of 
the week, attendance took a sharp 
spurt, reaching a peak of 30,000 
Thursday and topping the 135,000 
mark for the show run to date. The 
jam Wednesday and Thursday 
nights caused Alfred Reeves, gen- 
eral manager, to remark that “it 
looks like the old days.” 

The Coliseum was literally black 
with people, and it has been noted 
that those viewing the cars and 
countless attractions at the show 
felt they got more than their 
money's worth. It is believed that 
word of mouth publicity has had » 
more potent influence this year 
than ever before in bringing the 
crowds into the historic Coliseum 
for the exposition of all that’s new 
in motordom. 


[SAFETY CONFERENCE 


INN. Y. MAR. 1 AND 2 


| New York, Feb. 3.—Methods of 
| reducing the annual toll of highway 
mishaps will .be studied at the 
Fourth Annual Greater New York | 
Safety Conference in the Pennsyl- 
vania Hotel, 


man of the committee in charge of 
arrangements, reports, 

Commercial vehicle operators and 
representatives of the motor indus- 
try will participate in two sessions 
which have been scheduled for the 
morning and afternoon of Thurs- 
day, March 2. 

E. A. Dannemann, general man- 
ager of the Parmelee System of New 
York city, will be chairman of the 
morning session. W. F. Banks, 
president of the Motor Haulage 
Company, New York city, will pre- 
side at the afternoon meeting. 

The program for the morning ses- 
sion is as follows: “Building An 
Adequate Driver Personnel,” by G. 
A. Rogers, general manager of de- 
livery Hoffman Beverage Company; 
“Maintaining Driver Interest,” by 
H. T. Eggert, insurance department 
of the National Biscuit Company, 
New York city, and “Organization of 
Small Fleets,” by Charles T. Roe- 
mer of Roemer Brothers Truck 
Company, Newark, N. J. 

J V. Lawrence of the motor 
truck division of the National Auto- 
mobile Chamber of Commerce, will 
speak at the afternoon session on 
“How Fleet Operators Can Help 
Each Other.” In addition, Robert F. 
Catlin, assistant vice-president of 
the Aetna Life Insurance Company, 
Hartford, Conn., will talk on the 
subject of “Why Fleet Operators 
Should Believe in Safety,” and 
Durant C. Rose, vice-president of 
the Armored Service Corporation, 
will discuss “Managements Respon- 


sibility.” 
At another session scheduled for 
Thursday afternoon, Marcus H. 


Dow, manager of the department of 
safety and personnel, Greyhound 
Management Company, Cleveland, 
Ohio, will speak on “Remember the 
Little Things.” 

“Vision Tests for Motor Vehicle 
Drivers’ will be presented at one 
of the meetings scheduled for Wed- 
nesday afternoon by Maxwell Hal- 
sey, traffic manager of the Nation- 
al Bureau of Casualty and Surety 
Underwriters. 

“The Press and Safety” will be 
the theme of a conference to be 
held on Thursday morning with Dr. 
John A. Finlay, associate editor of 
the New York Times, as chairman. 
The relationship of newspapers to 
the safety problems of their re- 
spective communities will be pre- 
sented by Marlen Pew, editor of 
Editor and Publisher, and a talk 
on “Vehicle Hazards” will be made 
by Charles W. Price, traffic con- 
sultant and former general manager 
of the National Safety Council. 

The conference will be held un- 
der the auspices of the Metropolitan 
Chapter of the American Society of 
Safety Engineers and the engineer- 
ing section of the National Safety 
Council, with the co-operation of 
fifty-four other national and local 


organizations including the Motor 
Truck Association of America, So- 
ciety of Automotive 
Rubber Manufacturers 
and the National Automobile Cham- 


| ber of Commerce. 


| Cleveland Chapter A.S.S.T. 
Hears About Alloy 548 


New York city, March | 
1 and 2, George M. McAinsh, chair- | 


land chapter of the A. S. S. T. was 
its star session of the present sea- 
son—to welcome the first announce- 
ment of the new cutting alloy just 
developed by W. P. Sykes of Gen- 
eral Electric Company. 

Chairman Van Horn had provided 
a galaxy of talent for the hundred 
diners and the additional two hun- 
dred who came in later. Harry 
Howlett of radio station WHK came 
first, with his talk entitled, “Behind 
the Scenes in Radio.” President 
Wickenden of Case welcomed the 
membership to the free course in 
Modern Metallurgy with a few words 
about engineering education. Na- 
tional Secretary Eisenman then 
cleared away any doubts about the 
advantages of belonging to the A. 
8. 8. T. 

Dr. Zay Jeffries gave a splendid 
review of the expectations and uses 
of modern cutting tool alloys. He 
concluded with the announcement of 


a new allow and the field it is ex- | 


pected to benefit. The material 4 
called “Alloy 548” for the present; 
can be cast, forged, machined al 
heat treated; it has a moderate price. | 

With very complimentary remarks, | 
Dr. Jeffries presented Bill Sykes, 
who had himself largely developed 
the alloy at the. Cleveland Wire 
Works. Only accessory constituents 
had been added from the work of 
Cc. B. Miller of England. 

Having excellent slides to show the 
constitution and structures of the 
alloys, Mr. Sykes then gave a gen- 
eral account of the tungsten-iron- 
cobalt series, in which the new cut- 
ting alloy is found. It is not a car- 
bon-bearing alloy, but depends upon 
precipitation hardening for its prop- 
erties. The new alloy has remark- 
ably high and permanent “red-hard- 


ness” properties and promises to find | 


a field of its own in industry. 


Engineers, | 
Association | 


The recent meeting of the Cleve- | 





| NEW SCREW DRIVERS 


A new line of screw drivers that 
|combine a tip and bar of quality 
with a handle that is shock proef 
and practically unbreakable is now 
offered by Stanley Tools, New Brit- 
ain, Conn. They are known as 
| “Stanloid” screw drivers, 

The features enumerated by 


the 
| manufacturer are: 

Tips are hot forged and specially 
heat treated for toughness, and the 
angle of taper is designed to give 
maximum strength. 

Blades are forged from special 
steel, tempered overall, and solidly 
anchored in the handles. 

They have a bolster forged in- 
tegral with the blades; continued 
pounding cannot budge it or drive 
blade up into the handle. This 
bolster also adds massiveness at ex- 
actly the right point to materially 
strengthen the bar when used for 
prying. 

The handle is made from “Stan- 
loid”— a special amber colored com- 
position. Hammering will not break 
or shatter it. It is shock-proof and 
does not soak up oil or water. Made 
in five styles—heavy round shank, 
heavy square shank, electricians’ 
round shank, adjusting and pocket 
type with pencil clip. 


NEW VIBRATING SCREEN 
CATALOG 


Having made numerous improve- 
\esians in its line of vibrating screens, 
the Link-Belt Company, P Philedel- 
phia, has recently completed a new 
illustrated catalog, No, 1362, giving 
sizes and types of screens available, 
with dimensions, descriptive matter 
and installation views. Both un- 
balanced-pulley drive and heavy- 
duty positive drive type screens are 
covered, for the careful screening 
of crushed stone, coke, clay, coal, 
fertilizer, ores, gravel, cement and 
similar materials. A copy of the 
book will be mailed upon request. 








‘COATS ON THE COAST 
TO REPRESENT STANLEY 


WARNS TRUCK RESTRICTION | 


WILL INJURE PA. FARMERS 


Philadelphia, Feb. 3.—Agricultural 
Pennsylvania was warned by Judson 
C. Welliver, former White House 
secretary to the late Calvin Coolidge, 
that restrictive 
the commercial vehicle, as proposed, 
would jeopardize the recovery of | 
farm interests in this state and | 
increase the cost of living. 

Mr. Welliver, who is also an offi- 


cial of the Highway Users’ Confer- | 
ence of Pennsylvania, in an address | 


before the Rotary Club of Lancaster, 
Pa., said the development of high- 
way transportation in recent years 
had helped to make Lancaster 
county the richest agricultural cen- 
ter in the United States. He clearly 
pointed out the part the motor truck 
has played in making Lancaster 


the largest live stock market in the | 


East. 


legislation against 


New Britain, Conn., Feb. 3.—Herb 
|Coats is now Pacific Coast repre- 
|sentative for the Stanley Electric 
Tool Company, with headquarters 
at 576 Monadnock Building. San 
Francisco, Cal. He was formerly as- 
sociated with Black & Decker and 
Van Dorn companies. 


s 


|MOTO-METER MAKING GAUGES 
FOR GOVERNMENT AIR CRAFT 


| "oledo, O., Feb. 3—The Moto- 
Meter Gauge & Equipment Com- 
pany, engaged for many years in 
the manufacture of automotive 
gauges, has received an order to 
manufacture gauges for government 
‘aircraft. The gauges, which are to 
be shipped to Wright Field at Day- 
ton, O., include heat, oil and fuel 
instruments for new army aircraft. 
R. G. Martin is president of the 
company which employs about 1,000 
Workers. 
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Chrysler Group | 1051! 371 767; 13615| 1793) 3742; 401] 2004; 1645) 305) 12348, 5727) 2395] 1853; 2639) _ in| ___ 1085) 2602| $123| 9421) 3867 | 370) _ 6920) 586} 1159 
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“Chrysler | 179 ~=—«5| S86) :1972| 255) 451; += 93] = 289, +260 33] 1720, 627, 278] ~—187|_— 340 98, 103; 385] 1036] 1122) 591) 52) 666, = 86, S172 
“De Soto | 83 73; 48, 2387/ 98 501) 42) 116; 120; 34; 1919; 1172; 208] 228, 286, 124 71) 337) 687| 1541) ~ 294; 35, 1086) 70) 60 
~ Dodge ‘| 136 86, 203, 2307; 301) 460; 24] 209| 316 59; 1845, 842; 509] ~ 318) 444) 343) 176) 390) 1138] 1350) 450; 63) 1070| — ~ 87]. 206 








“Plymouth sis 6949; 1139 2330; 242] 1390| 949) 179) 6864) 3086) 1120; 1569; —«552| ~—S745| +~—«1490' +5262] 5408; 2532; 220, 4098, 353; 1721 
Ford Group | 2372 737/ 2456| 20001; 2551| 2962; 779] 3959 4153| 600 12310| 6578, 4760] 4005| 3845| 3533| 1657| 4051| 21347] 20743| 5843| 1841| 8640) 1016; 6453 
Ford | 2365, 732, 2450, 19643, 2535, 2918, 767] 3932| 4130, 597| 12051| 6519; 4737] 3979} 3819/3509) 1646/4036) 11163] 20515, 5785; 1833, 8543; 1014/3433 
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~ ‘Buick | 279 161; 151 3494, 586| 1202; 222] 464, 548| = 78{ 2577/9966, 474] 405; 325, = 273|_—419| +560] +2912] 2030) 789, 99] 1324, 174) 344 
~ Cadillac — } 20 9 8 574, 34, 150 28] 44, 56, 4/ S44 79, 29) 36, 22; S54] 35, ~—s Gj} 405] Gj Sis] 
~ Chevrolet | “| 3514, 753) 3169, 14587| 3059) 4405 1066] 4419) 5365) 752| 16715 8611) 6881 | 5474, 4798) 4048) __2274| 68 ~~ 6868) } 12613 | 1 14222); 8536) 3053) 13956) 1411) _ 4143 

La Salle | 7 3 370) 2 108 16] 29) 24) ij Seo; 438 OH} 15 4 41] 271| oe, } CTC 


~ Oldsmobile | 58 58; 29; 1181) 116; 394) | ‘103; 188,30, 1916, 830) 371 | 228) us 4 ~~ 208) ) 233) 1485] | 1688) ~ 682i 42 _ 883,60} 231 
3 es “152, 2021; «419) ~«21142° «= 200] ~«=«508/ +«437| = 54) «2790 1249) 885] 735) 390; 247| 600 863; 3230| 2337; 1197; 91; 1661; 276) 557 
Hudson Group | 116! 80; 34) 2061|361|_ 754; 74] 452|_ 22546] 1951) 1171; 726] —606|_— ALI | 92; 510} ~— G1] 2931] 3200; 617) 23, 909} 127] 207 


Essex | 895929] 1453! 278; G18; G1] 332 166, 29, 1456, 848, 550] «434, —«346, G8] S404] = 465, 2334) 2440, 420, ~=—19} 719,74) 





























































































































































= _ ~ 603; +«83/ +«:136) +~=«13) +«%120) ‘58 17; 495; 323; 176] 172; 65) 23) 106; 146) 66 
Studebaker Group] 176] 135; 77|-5277/-398| 829, SR] = 192, 506] S| 2915, 1347; SIZ] —459|_ 482; 303/405; 75/2247] 1656) 899| 136) 1024) 121) 345 
“Pierce-Arrow | 1, | 2 240; 24] 51) 3) 16 21) | 239; 30 a ij |i 30; 202) 94) 2a} 128 sti 
“Rockne | 986, G6 32; 2241) 147, 337| 44] 76) 233| 25] += 826, «560, 259] 233) 271) 170; 206; 304) 858] ~ $28; 378) 75; 345, 38) 175 
Studebaker _—s| 9 69 43; 2796) 227; 441) 44) 0| 252) 26) 1850; 757) 247! 208) 207) +125) 188; 87 734,  499/ 59) 556 78| 166 
Willys-Ov'd Group] 189 26|  33| 1138! 261; 267; 48] = 136| 163/37] «1816, 981) 580] 433| 390] = 101}, 148,363; S12 720, = 705| GO| 1049) 98} 405 
_ Willys-Overtand| 174 cat cen 31) 732; «238,232; 4G] 123; 151/28] «1614 887548] a _ 348; 92; —s121|323|GAT] 661, 635; 46] = 929) Bi | 4392 
5| a. = 9) 202) 44 «=32y 42; ~=}~Sté‘aS)”t*é‘dKkSCSCDSC«CSTYCi‘éCLV;—Cw;«éQ2O;C“(<tiéiTCtC“‘SB; 

Non-Affil’d Mfrs. | | Ek ee Dia es Od " ite Po eee ees ee oe Cae oe 
De Vaux | 3 #7 1; 286) 23 9) | 7 4| a a, | | 13] 20) 9) | 17) 109) 4 1 29; ~—«21:1 1 
~Frankin | #2 #42 w 7 9 Go} §=6S|) 648; 30) 63 (126; 8 8Y lO} S|) YC 
“Graham ~~=—«i|~—=Ss16) titi!” 57 1270, 38) a taj 118; 36,927] 317] 8] a 56) _ | 1B Ct 542] 829; } 32, 14) 424) =—=«33|i(tét 
“Hupmobile =| 50, | 21, 653} 4 162,16 73) wa FF 3| 668,197, G2y 0} 95] ay 30115) | 585] 92; 268,31} 328) sl|_ 52 
~Marmon ry hvTUlUlUTlUODH Yt i . ££ @& & & | @ 8:9 
Nash } 69, 75, 82; 1405) 93; 431; 707 112) 133; 56, 1494; 269) | 307 | ‘163; —C«LO| «C8 235 __ 282| 1686] ~ 434, «326; ~=—«85) ~Ss«d564]—Ss«B]SC«é27 
“Packard =—So]s3) 2s 762; GO| 4] By ‘83; 100,816,154] BE] 8B} 83] SAY ~ 89 +189) + ~T0a] 485,211; 10] 226, ——7|~—S«32 32 
“Reo + ©€©5© «6S )~—SCOHSséBYC27S| 28)“ io] Oo | OY By UM 5] AT] (336) one | 143) 12) «2 
“Miscellameous | 97, | 5) 397 | 45) 16) aa] a6 ~ 916; +10) 228; #79) 3O| i 33| #70; ize 5S 72; 151) 90; 46, +19; %ti4) «+4 #«12 
State Totals | 8375] 2529| 094 70721| 10252| 17578) 3182] 13936| 14153| 2109) 62094| 29202| 18301] 14789| 14092) 10627| 7908 18097 50804| 60186) 4 _5893| 39018) 4099) 11260 





_ *Bleven months report on only for state of Iowa, complete figures ; available in a forthcomii forthcoming ‘issue. 
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California 
Connecticut 





Colorado 





Alabama 
Arkansas 





Arizona 
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Chrysler Growp | 1668| 586) 1195| 16249| 1855, 4464 448 | 2456| 1861| 691| 14489| 7557! 4557| 2263| 3734, 1740| 1680| + 2738| 8985] 12431| 5689, 543| 6135| 982| 2289 
Chrysler |= 378~—87|_—s 213] 3443; 390, 1015, 207] G59, 414| «120; 3205/1257) 859] 348; B19] 359) «322; «G65, 21754 +2090) 1267/1168) | 1064; 258/440 
Se 
ee ee 





~ De Sote 154; 110} 71)_-3036| 106; 871/32] 14] 169] —T03|~ 2086) 1539) 321] 199/323) «262; 131] S259] 635] 1340, 380| —41|_—4B| 139] 113 
Dodge — 302; 153, 396) 3963; 576] 1149, a 382, 572\_ Pe 4026) 1613| 1349] 706, 939) ~ 525) +425) ”—~=C«OS AB a 2823| 953 953| | 134] 3 a 216) 536 


~ Plymouth | 834/236) _—«515) 5807, ‘7783/1429; 74) 1281) 706) | 5203[ 3148; 2028] 1010; 1653; 594) 802| «1296; 795 | 6178) 3089/ 200) 2776| 369} 1200 


_ 




















































































































Ford Group | 5189, 1809, 3440, 43006, 4945, 7075) aaa $436! 9205! aa 32405| 1375712368] 8014) 7876, 5895, 4028| 7867] rae -29882| 11711| 3577| 16306| 2314) 8157 
Ford | 5183; 1804! 3436) 42643| 4930) 7019; a ~ $397; 9175, == 32048| 13700) 12329] 7999/7852; 5873, 4017/7834) | 26175 | : -29683| 1166 11666) a -2311| 81. x. 
~ Lincoln — | 6| 5} 4 363; 15) #«Ser 1 33; 30) 357, 57,38 ‘15, +24, ~=S*=i«iasti“(i«éiCSS*~“i«é‘YSC*dA] CCC CC 

Gen'l Mot, Group | 7253; 2327| 4489; 49746, 8209) 13969) aaa 11117| 11523' aa 48664| 22622'22038| 14231) 11358, 3060| 6369| 14664) 33865] 40175| 22094| 4716; sia 3510) saa 
‘Buick | 581-347, —217|_ 7777|_ 1086, 2226) 373] +939, 962| 180, 5087, 1945) 1216| 920, 515, 424/ —«817/_—«d1464| +5281] 4422) 1509, 205| 2164) 3a) 185 

_ Cadillac — [27 17,30) *1156| 55; 350) S45] SS71|—S 76, ~—Ss2|S«955| ~=«Cia58| =] SCS] S85] =SsiSZ]_CSC*C*“‘ésTAY:«COW#*C*«tSB|s~=C*«GY]~SCGT| =| ~—Ss]_—=C«92|—Ssét|_Ss=Ciéi 

_Chevrolet ——|_6187 1720) 3920| 34211| 5993) 8175| 1591] 8800| 9402| 1923 31477| 16159|17200| 11250| 9781, 6918/3866] 11191! 20377] 26397| 16839, 4271| 22191| 2595| 9641 

~ La Salle — | 227) 537; 39} 200,_—S 6] S| SS] | S743; S| 8A[S8SsCS0]—SsC,SsC BCS] BA|S7,—Ci«éG|_CiédS|sCSC‘AS]SCCsédA 

_Oldsmobile | 99,126, 68,1990, 280,802; 137] 256) | 378| ~—69| «4225, +1732| 1135] 453; 221; 210, S428] 4283/2436] 3610, 1275, —43|:1358| 133, 468 
Pontiac | _337, 120; 230 = 4075, 756 2207, 320] +1010) 654; 142) 6167, 2536) 2352] 1520|  777| «446; ~—=«i1128|—«1'725| 4590) 4795| 2277| 188) 2748) 420) 893 

Hudson Group | 138, 94,56) 2764) 612, 1406 142] 834, 414 99 3403| 1993! 1448] 1066, 748, 269, 1196, 925, 5221] 4604) 1244) 66) 1379, 264, 377 

_Essex | 4 49, 41487, 356) 940; 97] S11, —«243|_—=«S3| 2347) 1405, 965]  667/ 563, 170, «880, ~—«<664|*—3871| 3241; 789; 43) “-1024; 155] 250 
Hudson 44 45 15 1277, 256) «466, 45] ~—«323| 171) S46} «:1056| +588) 483] 399, 185) 99) 316; 261) 1350) 1363) 455) —- 23) 355) —«:109|_—«127 

Studebaker Group| 272, 163) 82-5638, 474) 1023) 66] += 342/563 130, 3524) 1475) 766] 546 416; 421) 427| 678! 2645] 1235, 1057; 188, 1183; 177; 600 
Pierce-Arrow | 3, 3| 3) 399 42; 147; al ti ‘= _ 311 46, 9] 19 22; 29; 10; ~—GOj_-—«s« 419] ~=— 64S a tm ..@ 249 
_Studcbaker | _269__:160 79, 5239432) 876|—59| 3213, 1429 757] 527; 394) 392 417) 618) 2226) 1171; 997; 185; 1007, 171; 593 


Willys-Ov’d Group] 343 72 120) 2673, 649) 649; 538 96 | 292 215) a 3092| 1841) _ 1805] 924| 984! 168) 372; 577) 1524] 1835! 1688! 104; 2495; 254, 987 


Willys-Overlandj| 318 59 111 1958 594/429, '76{ «249/191; 132; 2603, 1720, 1686] 846, 890, 138; 331/ 488-1124] 1621, 1517| 90/2278, —-227|—«874 






































_ Willys-Knight | 25 13 9} 715 55, 109) +20 43 24 17; 489; 121; 119 94) 30 41,  89| 400] 214; #4171 #«+414{ «217; «27; 113 
Non-Affili’d Mfrs.| | | ae l | l l l | | ! ! | | | | | | | 

‘De Vaux || 5) 27 s|_s«1039]—*55|—103] Si] SCT] ~Si«B| S| S| SC) ~SSC«AT|SC*«é 37} 6; 165] 450, 41/ ~—| = 40_—Ss 33] 
_Franklin = | 7) s3| SiS SCAY—«CAG|—SC*«i]SCSC| SSC] ~SC«| Sik} )=s| sa} ~~—~=«aRS| ~—~=s<a| ~——=Ci| S| +s] —«sdds| iv] ~—SCiS|~=SCiO|SC«‘éa SSC 
_Graham | 75) G|_—*106) 1666, 231/463! —«i10]-—«393|—«173| _——+70) "1222; 457; 283] «166,116; 2] 152; 300] 668] 933; 522) 38) 61l| 34) (166 
_ Hupmobile | 99, 38,21) 1231) 95|_—387|—B | —«137| «240; ~——«3) 1228| 425; 248] = 96|_— 228) 145) 102; 287/966 648,564, 71/498) 55] «120 
_Marmen | # 5} _ 203; 69j 102; 4] 93; 4] 384) 374) ])~SCG7|_—S—i«20;tiRG,8B 35, 210) 238, 48; 5| 400, 36, + ~=«34 
_ Nash | 136,176,117, 2890; 392; 881; 77]~—«297| «315; —«115| 2854) 670, 598 }} 382; 198; 480) | 451|—*550| 2768] 822; 684] 205] +1029) 153/44 
_Pvord | 58) 33) 1) 1267| 78; 502; BS] 128; 86] 10,:«1491; 219) +156] 64; ‘111; ——@B|_—=Ss120, =| «1001 | +—664|—«341|_—Si4|— 319] 10S 
bce | 35 6} 21; 54t) 55) 182 ay BB 44) 126, 94] =|] 22] BH] CNOA 412] 470) 161; 3|_—«i156) 7; 40 





_ “’scellaneous _ 273,121; —78] ~—«161| + ~—=S«46| +~~=S«6B|+—«:1092) 281) 359] +197, +148) 34, 57, 233,  467| +500, 401;  #+7| +#«+534) 92) 138 


Utate Total's ] 15428} 5400; 5600)124078) 1837) 31964) 5160 | 35146) 30025) 5540)117829| 53009) 45254] 28282) 26373} 17593} 15262; 29637| 87158| 96005) 46683; 9547; 60766 8041! 25185 
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NEW CAR REGISTRATIONS FOR 1932 BY MAKES AND STATES 


























N. Hampshire 
Seuth Dakota 
West Virginia 
Dist. of Col. 
Line Total 
Group Total 





New Mexice 
No. Carolina 
Pennsylvania 
Rhode Island 
So. Carolina 


New York 





Vermont 


Tennessee 
















































































































































































































Auburn Growp | 8  38| —554| 5| 2281] 115 5  873|_—*K07| ~— 388i 1047; 79} eh] = 10} 82] 251] +28] 49] «1E2| 95, 97, 259) 25| 299 11,980 
_Auburn | 888,532] S| 260] 115/853] 107/38, 1020/79] 43] 10; 82] 248[ |S 48] 105; 8] | 92; 257) a C45) ' 
| 22) 121) | 20) | | 18 1 , es oe a a = — 
Chrysler Group | 234| 963 9052| 281] 29417| 2074: 443] 13906] 2464! 1100| 21211 1909, 7554 ¢ 047 1816| 4774| 307| 614) 28%3| 2949] 2147, 4056, 482; 1778) | 491,008 
_ Chrysler {50 107, _ 1393; 35) 4 4371) 347; 43] 1443; 273) 174) 3293) 283) 93] 95) 219 878{ 11 {| 77; 301; 350] 275, 478,642 45; (26004, 
De Sote | _-28| 111] 1072; 14] 3766, 132; 26] 2566) 281} 157| 2557, 329) ee! 61/159) | 529) Sa 48) ~ 392; 306, 271° «+488 «19! ~—«298) «5299, 
Dodge { 35; 89| 1137 66, 3473; 394) = 70] +1718; 633; _—«158; 2857! 197| 139| 129| 324) 907; 67, 94, 474 329] 384, 602 #7 346 28033) =~=~°~COS 
“Plymouth  #$=| 121; 656, 5450; 166| 17807, 1201; 295] 8179; 1277;  611| 12504) 1100| 409] 362| 1114) 2460) 175] 395) 1306, 1364) 1217, 2488 259 989 111672) aa 
Ford Group _—s|_317|_1308| 8638| —795| 25770| 5197| 1190] 15273| 4501! 1756) 18570, 1451| 2297 | 1095| 3211/13684| 730| 905| 6522' 2862| 2378, 5263| 560| 3281 | 261,776 
“Ford ss _ 3:10} 1292) +8488) 794) 25050| 5179; 1188] 15108; 4477/1730) 18337| 1428| 2292] 1093) | $195/13620] 725] | 902) 64 6499, 2832] 2363 5233, 559" _ 3153, 258598; 
7-16; ~—«:150) 1; 720; ~—«:18) 165, 24 26; 233; 23) 5 2] 16, Gal 865] )~=—S 3} S23} ~—s30 1530 is 3179) . 
Gen’l Mot. Group| 599| 2171| 20985| 1112! 61122| 6594, 1898] 23875| 8853! 2567| 36890| 3082; 3187 | 1790| 5207\22353| 1190| 1665| 9536 4058] 3963| 10933, 1063) 5861 | 454,277 
_ Buick £ 1} 115) 27a) 3 3206| _ 150) 1 10498; __ 359) lie] 2 2095) | 634) 305, 4686, 467) 181 | | 108) : 289| 1786) 131) 235) 586 542] 245) 1129) 150-546, 49690] 
Cadillac | 12; = 11; 489 9} 1629, 28 1{ 348; G4] 19) 493,47) GY] 123,58, 86f 139 6 7 6267, 
_ Chevrolet —|_—:394) 1443) 13157 __852| 37440) 5503/1591 | 16712[ 7145|  1906/ 24583/ 1914, 2738 | 1379| 4489|18592; 883) 1055, 7756, 2676{ 3056 7675’ 773° #72 322476| © os 
_ La Salle — 1 10} aay 8] 02)— 27 | 203; 27) 10) 445) 5 BY 86 _— -_ a _ 29) 24[ 2) 884 . 
Oldsmobile — | 24, 127)s:1411| 23| 4275, 176, 69] ~ 1459) 14] 122) 2213) 115) 59] 151; 140) 328) 57) 111) 180, 310] | 152) 664, 55363, 24112 
Pontiac 47; 308) +2530 75| 6578, 501; 118] 3058; 809; 205, 4470; 498; 195) 143) 225) 1438; 108) 248) 926 470] 465 1252 78 782) 47886 = 
Hudson Greup | 20; 237! 1732 li 5327, 500! 42] 2651; 176; 138| 3457; 356 174] 65! 271) 569| 138) 273; 653 329] 394; 1037; 111! 423 | 37.373 
Essex | 5| 193, 1319; 14) 4078, 398, 32] 2154) 130,90) 2715, 292; 134] 50) 233) 443; 102) 221, 528 217] 323° (798953488745, 
Hudson l 1249; 102) 497, 46 48, 742; 64 38) 126) | 125] 112 16 > 
Studebaker Group| 65, 256) 2549| —47| -8242| 234) LLL] «2277/3822 268} 3491) 335, 82] 179 338) 1330, 93/146) 401) 664] 304) 2032 “4 «654 44,621 
Pierce-Arrow | = 1 3| 298 1; 624 = 10 {| 8 2, 8 194) 47 i i 13) 73 6M OG Bi C0] 5 4 £43 30 2692 7 
" Rockne {| 18 135; 893; 25; 1824 125 7O{ 1045; 127; 92; 1369, 156; 52] 98, 161 657; 40, 86 170; 292] 183 361 25 136 169430 °° 








1928; 132) 164; 600) 


~ 168) | 
Willys-Ov'd Group] 12! 102, 1212) 19! 4119, 254) ATL] 2204) 25) 143) 3270! 178; 42] 82|_ 227/466) 23) 169/342) 258] 361) 934, 33) 220 25,867 


_ Willys-Overland| 12, 90/860; _—:15|_ 327,148,161 1953; 206, 100, 2970; 160, 40] = 70/213, 435) 19) 153) 320, 213] 335) 8543119922450, 
~~ Willys- Knight : ‘ ; -— _ z ails 


~~ 1147) «170; 





99) 





5794) 





~ 118) 1358) — 








~ Studebaker 




















Non-Affili'd Mfrs.| | l | ae | | ] | 
De Vaux | y)6h (UL US CSYsCiCiéASA|SC STG] SY 18} 0G} Sf}; 8a C8 
“Franklin — | 3; «18, S98 1, 460 2 | 130; 11, 11,233 39 1| 13} 39, 4{ 5) 12) 36] 6 8 ~ 18 «1829, 

“Graham | 16,87) 575] 7|_ 1923) 3218] 863,54) 137) 1332) 100,11 f 27) 94/320) 66] 54, 190, 170] 162,305 1S 186 12859) 
_ Hupmobile | 3} ag| 494 | 1604, 24, «13g 820; 53, 14) 1875] BG} 52] 34; 82} 185; 923; 39) 172) 79] 47 «276 «19 159 @©10790, — 
“Marmon==6|~2CStiéd|=C sé‘ )SSCO]S*é‘i ):SCC (itiC|:tiCY HCD a Ee ) a 

~Nask ~ | 21; 195! 1127, 22; 3971; 47, 48] 98S; 108; += 208; 1908} 171; 17] 40, 117; 258; 66) 80; 201; 331] 148, 827 44 304 20223) —s 

“Packard | 22; 39; 795; 10; 2429; 55; = 3] 592; 103; 40} 1085, 72; 21] |S G8] 159) 35, 46, «116, 94] 85) 193,10) 281j—Ss11050; 

Reo | 2| 22; 193; 2 736; 6, 3{ 220; 28; 28, 367; 47; BSG] 104) || 22) 53], CST 

“Miscellaneous |  1| 4 201; 10) 436) 2 —_6f 153; 18 23; 349; 35j 119) = :12) «133; 72) | 8 45) 67] 18) . a ee 

State Totals | 1326, 5467| 48338; 2334/148322| 15280| 3959] 64961| 17027| 6491, 95340| 7958) 6811 | 4001|11696/44594| 2729) 4062|20813|11471 | 10166| 25410, 2367 13257 1095104 


NEW CAR REGISTRATIONS FOR 1931 BY MAKES AND STATES 

















£ - ° | ¢ 3 < e @ $ | s é 3 3 
s ¢ 3 “nis ae x x = & “ ¢ = be c _ é 3 7 
Make of Car a | = 5 Z s | £ é E c . = z . ~ 5 > é < S s . 
esie«ef|*” Pim | 8! | @ = e | 2 Sie igie | si 8 lz S z ™ = 
sieisanisis l/s, /Elf2 al Pia ls | TC lB Lelsla2l8/Bls i? i 8 it eis g = 
a ° a . | = - | i ry | i c o ie |e a i = * = ~ % s £ 
Zz zs | 2 Zz Sis is $/;4/é6/ée la &lefi/ease/s5 > |r EE IE = = 3 a C 
Auburn Group | 45, 88,1884 4| 5977; 198; 31{ 2296 124; 140; 2836; 310; 694 31{ 177) 238; 56; 87; 229 246, 270 774 20 333 | 30,951 
~ Auburn — “| 41) «88, 1821/4 5704/91, 30] 2190; 113; 129) 2747/3804! 65] = 29] 174 «~209) 53; 86,218) 228 7 256 © 736 19 -322—S—«29535) 
~ Cord a a a | ma wv °&2«&31f 1088 6 CT ht 6D 6 Caaf UCU) 1438 1 ll (1416 
Chrysler Group | 360) 1058, 9162 428| 29986 3138 666 | 15319| 2335| 1652| 23112) 2269 1291 | 1283| 2224) 6947 442 924 3695 —y 2887 5762 557 2429 228,425 
~ Chryster ss |_—«:143|_— «207, 2989/91, 9077792143] 3043/ 436) 398) 5885) 593, 306] 257 333| 1635, 92, 196 789 652) 648 1141 121 45552644 - 
De Soto | —=s40,_—=«i103 875) 22) 3745) 203,28] 2500) += 126, 289) 2723; 498, 184] 125, 205, 973; 69 84 580 596] 238 675 1737328429 7 
“Dedse —s|_—s74|_—«i188' 2056, 143, 5710796181] 2611) 1004) 354) 4795, 452, 263 | 361, G18 1843, 183, 202 890 G04] 727 1638 = 204643) 53086 7 
Plymouth — 103,560, 3242-172 11454 -1347'—314| 7165) 769; 611! 9709, 717) 538{ 520) 1068, 2496, 98 442 1436 1381] 1274 2308 215 958 94276 
Ford Group —_—|_ 734) 2881| 19437, 1230 54209, 10284) 2255 | 29893| 7014) 4302 34114) 3276, 5113 | 2554) 7451/22895, 1705 171112790 6191 5268 10805 1114 7309 532,004 
Ford i x "2862 19270 1226! 53375 10268 2246 | 29727; 6991/ 4282) 33836) 3244 5110 | 2552) 7427\22835| 1700 170812769 6173| 5249 10761 1109 7765 528539 
~ Lincein — . 19 ~*:167,—ti“‘«““)C‘(i‘éiASC«*dSGSC :C*«CYYSC«édCGG|;CsC«‘iS|2} 2B! 82) 2 24 «GU CGB, 48 544 3465 — 
Gen'l Mot, Group| —913|_ 4134) 36703, 1944, 97280 12599 3530| 44991) 12626) 6067 63724, 5624) 7061 | 4356)10999/34702) 2475 249517232 8659] 7750 21690 1856 9550 825,395 
Buick | 117, 452| 5718, 308) 16123, 840,218] 3604) 1062; 615{ 8327/ 863 373 | 265 G55/ 3132\_ 255 385 1077 1185] 499° 2130 213 965 0871, 
~ Cadillac | 13 36 866 15 265054 3] 532; 98; 47, 988, 103,10] 4) 44 215; 25, 23,745] 4717431051115 
~ Chevrolet —s||_—«G80, 2692, 22782, 1459| 59239| 10364 2817 31126) 10185| 4612) 42325, 3508 6103 | 3321) 9446/28703/ 1909 152013846 5786] 5765 14998 1415 6711 583387 
~ La Salle _[ 13; 30; 499 6| 1373, 382810; 37/ 27] T29f Ms] 36] 134] 11) 28,40) 32] 35 FCB 
~ Oldsmobile | 34,346, 281659 7388347120] 3287215, 259, 4232, 176 14d | 453, 331, 599, 87187 429 637] 344 1408 99 636 46980 
~ Pontiac ~ 56 578 4022 96 10507/ 956) 370] 6132| 1029, 507) 7123; 880, 413{ 311; 487| 1919/ 188) 351, 1766 944) 1060 2864 113 1064 86139 — 
Hudson Group 84 467, 300736! 8617 777,02] 4059, 265, 2572/5602) 552, 295] 165, 392) 875| 270 499 1088) 513] 550 1815 192 490 61,731 
Essex 50,331, 2017, i 6020 ae as 2972) a 144) 4015; = ‘191 {- a. _—— 549; 153 a. 7717 = —392,-:1261—«141 368 42543 
“Hudson |__ 136-990 2597 : ~ 1087; 130; 113) 1587 104 | ~ 326; 117) ~3il)_ 158 554 ~=—s«51-S—s«122—S—«:19188 
Studebaker — 106, 261 3103; 54 8592, 228 cy 2709, 354) «417, 3944 126| 214, 550) 1687 141; 114 537 at 293 1386 «6102-573 51,054 
~Pierce-Arrow | 2 16 433, 4 916) 18 | 205; 50; 32,382) 3 Sf 2} wm i683 @ 10 @ Mil) 6h UlflUSMthUTlUhlU 
~ Studebaker 104; 245, 2670, «50, 7676210 304, 385, 3562) 346) 121) 213; 522) 1530; 137, 104 489 864] 284 1299 99 512 46532 
Willys-Ov'd Group] 22,306, 1972, 80) 7346; 301! 396] 5178 338, 198, 4992, 285 GH { 324) 449) 968; 97) 284 527 714] 828 1492 S130 51,341 





~~ Willys-Overland| 17; 2657 +1308, 67, 5517-280, «373 4354) 283, «150, 4174, +226, —«G1{ 305 416| 840, 82) 264, 469 557 (748 1330 70 23042936 




















~~ Willys-Knight {| ‘5 ~ 43] 1820; 2a) 55, 48; = 818 59 ~ 10; 33) 128; 15) 0/58) 157 

Non- Aftili’d _Mfrs. | | | | { _ | | j 1 { | Pie ee | = = , = 
*De Vaux | ij 2 29 1, 424)" «57; 2265] aj; 369) 19) 17] 48] 75] 17] 54) TG) 044825 6 1 4808 
Feanklin | 4 44 «249; 3, +940; 16, | 279; 30; 43; 611, «55, +6 y ‘1/ 22) 64 16 6 67 643 15 41) 28 88H 
Graham | 28; 92; 810; 11| 2666; £13; 1{ 1136; 91; 326, 2180, 159; 314 42) 189| 561; 135 44/216; 257] 274 ~ 501. +14 #2317 19207 
Hupmobile | 16 86, 966, 3) 2760, 52; 23) 1123; ~77; ~=47| «1814/61; 94 | 100; 180 426; GO, 89) 353) 286] 131 303, 4727317425, 

~Marmon | 5| 23; 411; 8/ 720; 21; a3] S29; 16; 32; 736; 10 a 15| 122; 14{ 3; B2j 22] Y 51) 107 3 68  5687| 
Nash | 26, 314) 2804/55, 7474, 123; 105] 1977; 182] ~—-292| 3540; 333, «52 | 103) 213/ 739/ 164| 191| 335| 335] 286" 1724/97, 41039366) 

~~ Packard { 19 80) | 1218 7|_ 3320) 5) 3{ 840; 129) 63/1719; 107| 35] ~~ 93) 92) 287; 20; 55) 195| 116, 11a, 274,295; 16252) 

“Reo | 3 30) | eof 8) 1123] 13, say] S87] 38) TA 40] 55/1] 35] 265] | a4; 25, 51/119] 95] 148] 6761| 

= | ~“4i\_ 732, 44)_1993|-89| ~—«44)~«999)~—«1t8) ~—«230) 1133; a9) = 88) +~—75| +356) 49; 25) 138) 310] 70; 284/10, 189, 13718) 





State Tetals { 2083| _ 9883 3697) 3016'232735) 28036 | veil {211880} 23750 ‘WA216)150806; 13833) 14321 | $849/23138/71 139 5731 6559) (37401 |22046 | 18931! 47333 4120) 23096/ 1,908,016) 














_AUTOMOTIVE,,DAILY NEWS, SATURDAY, FEBRUARY 4, 1935 


In Vehicle Lineage 


and Vehicle Pages 
JANUARY, 1933 


Lines . 


Automotive Daily News.. 44,580 
Second Paper ........... 21,440 
Pee POE bcdbidiccces 16,150 


This leadership in vehicle lineage and vehicle 
advertising pages has been acknoweldged tor 
some time past, but the trend is also definite- 
ly toward Automotive Daily News, being No. | 


paper in total lineage. 
+ 


Automotive Daily News, was second in total lineage in January, 


1933, with 85,340 LINES. 


Automotive Daily News published more paid advertising in 


January, 1933 


; ‘Automobile Topics ......... 39,335 lines’ 
than (Automotive Industries-...... 28,545 lines) put together and more 
ee i OE 6 ees ced 0 408 16,047 lines 


Automobile Trade Journal.. 37,485 lines 


is than (Automotive Industries ...... 28,545 lines) put together 
Automotive Baily News AR Bie ee se os 16,047 lines 
4, Sagara Sete ene 
Detreit Office: ° ° ° ° ° 
GEORGE M. SLOCUM, Manager Automotive Daily News in January published 2,920 lines more than 


Western Office: 


aaLLARD R. COTTON, Manaser Automobile Topics and Automobile Trade Journal put together. 





























